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November/December 2008

Newsletter of the AICPA Personal Financial Planning Community

Planner's

Got a Brand New Look!

Just in time for the holiday season, Planner has emerged from a design overhaul with a refreshed, contemporary
look. The PFP Section’s goal in this redesign has been to make Planner easier to read so you can review and
capture the information you want efficiently. We hope you’ll find the newsletter more attractive as well.
Some highlights of the new design include the following:
•

A cleaner, more open font

•

One column for the main text, accompanied by sidebars

•

More graphic consistency to make regular features easier to find

•

Better use of color

While Planner’s form has changed, its substance has not. You’ll enjoy the
same features you expect from Planner—meaty articles on topics such
as the latest planning techniques, practice development, and technology;
news about Section activities and opportunities; updates on planners’
financial literacy efforts; and explanations of how to take advantage of
your Forefield Advisor membership benefit, among others.

If you have suggestions or comments about the new design or any other
aspect of Planner, please email the editor at akrasnyanskaya@aicpa.org.

■ What's Inside
2. When You’re Counseling Clients,
Don’t Forget About Asset
Protection Strategies
In addition to making wise investment

choices, your clients should keep in mind
the need to protect their assets from

Missed a Planner Issue?
Get It on the PFP Section's
Website
Whether it’s Part I of an article series you need, a particular resource, or
navigation instructions for a website, you may want to review a back issue of
Planner that you no longer have. You can easily access Planner issues from the
most recent one back to November/December 2006 by logging on to the
PFP Section’s website at http://pfp.aicpa.org. (If you’re not registered with or
have trouble logging on to the Section’s website, see the sidebar on page 2
for instructions.)
Log on to the website, then click on the Community tab near the
top of the page. In the box on the Community page, click on Memberco
mmunications. You’ll find links to several of the Section’s
communications, including Planner. Click on the issue you want to download
the PDF. ■

judgments against them. Learn about the
most valuable form of asset protection
from a leading expert, Daniel Rubin.

5. Craft a Firm Culture That
Supports Employee Retention
With the supply and demand

balance

tipped in employees’ favor, your firm needs

an edge to keep those new accountants
you’ve worked hard to get. Read here for
some tips on creating and maintaining a
healthy firm culture.

7. Forefield Fast Facts
You can discover more about individual

clients’ chief interests with a new email
tracking tool.
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PFP Center Website
Log In Instructions:
pfp.aicpa.org
1. Click the Log In link at the top of
the homepage.
2. Enter your aicpa.org or cpa2biz.com
username and password.

3. If you do not remember your
username or password or have not
previously registered with the site, go
to www.aicpa.org and click Login at
the top of the homepage. Then click

Forgot your password?, Forgot your
username?, or Not registered yet? to

When You're Counseling
Clients, Don't Forget About
Asset Protection Strategies
As investors circle their wagons in response to the economic crisis, they’ll look to
trusted advisers like you to help them preserve their assets. In addition to making smart
investment decisions, many clients should put in place strong asset protection strategies
to protect them from an additional risk—a successful lawsuit or regulatory action against
them. Daniel Rubin,J.D„ LL.M (Taxation), presented a web seminar on this topic on July
23,2008 as part of the PFP Section’s continuing web seminar series. Rubin, a partner with
Moses & Singer LLP in New York, specializes in domestic and international estate and
asset protection planning for high-net-worth clients, as well as counseling clients on estate
administrations and tax controversies. The following article presents the central points
of Rubin’s seminar. (See the Resources box on page 4 for instructions on accessing the
entire seminar on the PFP Section’s website.)

retrieve your access information.
4. If you need assistance with the
log in process, contact the AICPA
Service Center by sending an email
to service@aicpa.org or calling (888)
777-7077 (option #3, then option #3).

Asset protection planning is ...
Asset protection planning is “the process of organizing one’s affairs to insulate oneself
from future creditors,” Rubin said. Asset protection planning is not new but has become
increasingly sophisticated in the last decade. It has developed largely as a response to
what former U.S. Supreme Court Chief Justice Warren Burger described in the late 1970s
as a “litigation explosion.” Domestic and foreign asset protection trusts, described later in
this article, are in many cases the strongest asset protection strategy. However, there are
a number of other asset protection tactics, including the following:
■

Purchasing an umbrella policy for liability insurance

■

Transferring assets to a spouse

■

Titling a home as a tenancy by the entireties

■ Moving to a state less friendly to creditors (for example, moving from New York
to Florida)

■

Choosing certain investments over others (for example, life insurance and
annuities have some level of inherent protection from creditors)

■

Placing the marital share of an estate in a QTIP trust rather than allowing it to
pass outright

■

Forming a business as an LLC instead of as a sole proprietorship
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Notably, Rubin commented, all of these methods have their limitations and risks, some of
them quite significant.

Asset protection planning is not ...
“Asset protection planning is not a means to engage in fraud of creditors or to conceal
assets from creditors,” Rubin stressed. The law of fraudulent transfers prohibits transfers
made with the intent “...to hinder, delay or defraud creditors.” In determining whether
a transfer is fraudulent, one must distinguish between present creditors, subsequent
creditors, and potential future creditors. A fraudulent transfer would likely be found
only against a present or subsequent creditor, Rubin explained. For example, Rubin said,
if you hit someone with your car, immediately knew that the person was injured, and
then transferred $1 million to your sister, the injured party would be a present creditor
because you had knowledge of him when you made the transfer. If, instead, the person
you ran over didn’t sue you for his injuries until six months after the accident, he would
be a subsequent creditor. Because you knew that this potential creditor existed, a transfer
you made after the accident would almost certainly be deemed fraudulent, noted Rubin.
A potential future creditor is one of whom you are not aware when making a transfer. For
instance, if a patient has made her first appointment with a doctor but has not yet seen
the doctor, she is the doctor’s potential future creditor.

Juries and courts determine fraudulent transfer claims based on circumstantial evidence,
called “badges of fraud,” Rubin said. Badges of fraud include the amount of consideration
paid, if any; the donee’s identity; and the timing and size of the transfer. Courts also
evaluate whether the transfer was within the transferor’s normal course of conduct.

Why your clients (and perhaps you) need asset protection
here are a number of reasons why clients with various amounts of wealth may need
asset protection, Rubin explained. Among them are the following:
■

The legal system no longer links liability to causation. This means that juries
often decide cases based on emotion and on whether the defendant has “deep
pockets.” Judges can be unpredictable as well.

■

Thus, reducing the assets you have available to creditors makes you
a less appealing defendant. Physicians, especially, can benefit from this
factor because litigants against them are usually represented by small
firm contingency fee lawyers who don’t take cases that lack deep-pocket
defendants, Rubin pointed out.

■

Being sued is a very stressful and emotionally draining experience.

Which of your clients need asset protection
Candidates for asset protection planning include the following, according to Rubin:

■

Professionals—doctors, lawyers, accountants, architects, etc.

■

Officers and directors of public companies

■

Fiduciaries—trustees and executors

■

Real estate owners with exposure to environmental claims

■

Individuals exposed to lawsuits arising from claims alleging negligent acts,
intentional torts (discrimination, harassment, or libel), or contractual claims

■

Individuals who desire a prenuptial agreement alterative that doesn’t involve
negotiations with the future spouse

Continued on page 4

Don’t Miss a Thing
To ensure receipt of our
correspondence, be sure to update
your email address in your member
profile and add service@aicpa.org
or any other AICPA section contact
address (for example, PFS@aicpa.org
or TaxSection@aicpa.org) as a “Safe”
or “White Listed” address to any spam
filtering or blocking software you may
be running.

Continued from page 3
About the Presenter:

Daniel S. Rubin is a

■

Financial services professionals such as hedge fund and private equity fund
managers

■

Any wealthy person who could be sued for negligence; for instance, if her
cleaning lady falls off a stepladder or her child injures another child

partner in the Trusts and Estates and Wealth
Preservation practice of Moses & Singer LLP

in New York City. Rubin’s practice concentrates
on domestic and international estate and
asset protection planning for high-net-worth

individuals and their families. Additionally, he
counsels clients on estate administrations and

tax controversies, among many other matters.
Rubin was honored in 2007 by Worth

magazine as one of its “Top 100 Attorneys”

There’s no hard and fast rule as to how wealthy a client need be in order to benefit from
asset protection planning, Rubin explained. Also, the percentage of assets that a client
might seek to protect by a transfer to an “asset protection” trust, for example, can vary
significantly. For instance, a billionaire may transfer only $10 million of her assets to a
trust—believing this amount to be a sufficient nest egg in case of a financially disastrous
judgment—but an attorney with $5 million in assets may transfer 95% of his net worth to a
trust. It’s important to put these issues before clients regardless of their wealth, Rubin said.

in the nation for private clients, and he has
twice been recognized in the ranks of Law
& Politics’ “NewYork Super Lawyers.”Rubin

frequently lectures to professional groups and

has written numerous articles on estate and

asset protection planning matters for various
scholarly publications. In addition to his work at

Moses & Singer, Rubin serves as the vice chair
of the International Estate Planning Committee
of the Trusts and Estates Law Section of the
NewYork State Bar Association and is on the
board of directors of the NewYork City Estate

Planning Council.

Domestic and foreign "asset protection" trusts—the
winning strategy
A trust is “a contractual relationship between a grantor, a trustee, and a beneficiary for
the trustee to hold legal title to property, formerly owned by the grantor, for the benefit
of the beneficiary,” Rubin said. Since an |87| U.S. Supreme Court case, the law of the land
has been that creditors have no access to assets that a person
has merely as a beneficiary of a trust. This case applies, however,
Resources
only
when one person (the grantor or settlor) sets up a trust for
You’ll find a wealth
someone else. If the trust is self-settled—meaning that the grantor
of Rubin’s articles
is also a beneficiary of the trust—public policy concerns are often
on asset protection
cited as a reason to avoid the creditor protection effect.
planning and
related topics at
his firm’s website.
Go to www.

mosessinger.com.
Put your mouse
on Articles across
the top of the
page and click on
By Attorney. You
can then select
Rubin from the
Select Attorney
dropdown list.

To view his asset
protection planning
web seminar in
its entirety, go to
the PFP Section’s
website at http://

pfp.aicpa.org/
Events/PFP+ Web+
Archived+Seminars.
htm and log in. If
you don’t know
how to log in, see
the Website Log
In Instructions on
page 2.

Certain foreign jurisdictions have permitted self-settled “asset
protection” trusts (APTs) since 1984—the Cook Islands, for
instance. Since 1997, 10 states have enacted domestic APT
legislation:Alaska, Delaware, Missouri, Nevada, New Hampshire,
Rhode Island, South Dakota,Tennessee, Utah, and Wyoming. An
eleventh state, Oklahoma, has enacted a variation on these laws.
These state laws indicate that the public policy debate is shifting
in favor of APTs, and Rubin believes that upwards of 40 states will
permit APTs within the next 20 years. In the meantime, clients
who set up an APT can choose which state’s law governs the
trust; thus, their particular state of domicile doesn’t limit their
planning options.
Important aspects of APTs include that the grantor can be a
discretionary beneficiary, though she should not be the sole
beneficiary, if possible, because the interests of the other
beneficiaries in the trust may prove key to defeating future
creditor claims. Also, the settlor can be the trust’s protector,
which gives her the right to change the trustee. Furthermore, the
settlor can retain a limited testamentary power of appointment
to change the disposition of the trust’s assets upon her death,
thus providing her the flexibility of a will while at the same time
negating any gift tax consequences in connection with the funding
of the trust.

Foreign APTs are preferable to domestic APTs for a number of
-------------------------- reasons, Rubin pointed out. He uses U.S. APTs only when a clien
doesn’t want to go offshore because, for instance, the client is a high-profile executive or
the assets are permanently situated in the U.S. (for example, the client’s manufacturing
4
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AICPA conference

AICPA Advanced Personal
Financial Planning Conference
Navigating Through the Waves of Change
January 19-21, 2009

San Diego, California

Hilton San Diego Bayfront

Timely. Invaluable. Crucial.
The

Advanced Personal Financial Planning

Conference is being held at a time

of financial crisis, new regulations, and the beginning of a new administration.
Attendance is absolutely essential for financial planning professionals. So,
don’t miss it...register now!

3 days...top talent...great networking...
sessions segmented in these 4 tracks:
Investment Management Sponsored by IMCA®
Advanced strategies for tax-smart investments, asset allocation and portfolio
construction.

IMCA-sponsored CIMA® credits will be offered for sessions

Pre-Conference
Workshops:
Sunday, January 18th: A full day of
workshops and sessions including:

Wealth Management

Implementing PFP Services in Your Firm

maintaining client wealth.

Keynote Speakers:

Practice Management

• Sixty Is the New Forty: Deena Katz

Offers best practices, business models, new technologies and key insights

• Behavioral Finance & Investor Biases:

Terrance Odean
• Dimensions of Investing:

Eugene F. Fama, Jr.
• Economic and Market Outlook
for 2009: Dr. David Kelly

Additional benefits for PFP Section
Members/PFS Credential Holders
Sunday, January 18th:
• PFS reception (following special Town

Hall Meeting)

in this track.
Provides insights and updates that focus on strategies for developing and

Sessions in this track are linked to key topics
identified in the AICPA/Moss Adams Study.

into how others succeed.

PrimePlus/ElderCare/Retirement
A comprehensive compendium of laws, ideas, best practices and resources

to help you better serve your aging and aged clients.

In just 3 days, industry leaders will provide you with a plan of action to build a more
successful practice. Increase your knowledge and take advantage of this unique
opportunity to network with top financial professionals.

A sampling of our renowned speakers includes: Rebecca Pomering, Rob Arnott,

Tuesday, January 20th:

Bob Keebler, Harold Evensky, Joel Bruckenstein, Brian Langstraat, Mark Tibergien,

• PFP networking event

Ron Surz, Ash Rajan, Ted Sarenski, Sheryl Garrett, Ken Phillips, Scott Welch,

PFP Section, Tax Section Members
and PFS Credential Holders —
save $100 off the AICPA Member rate

Dr. William Reichenstein, Harindra DeSilva, Patrick Kuhse, James Shambo,
Barry Picker, Jeralyn Seiling, Barry Melancon and others.

Early Bird Conference Registration
and Hotel Reservation Cut-Off Date: 12/18/08
Register early and ensure your spot at the most comprehensive program of its kind!

Don’t Miss This Critical Conference

AICPA®

www.cpa2biz.com/conferences
888.777.7077

Conference Agenda
TRACKS:

IM - Investment Management PM - Practice Management WM - Wealth Management PP/EC/R - PrimePlus/ElderCare/Retirerment

Topics, Speakers, and Agenda are subject to change

PRE-CONFERENCE - SUNDAY, JANUARY 18, 2009

8:00am-6:00pm
9:00am-5:00pm

Registration & Message Center Open

All Day Workshop (additional fee)
100 Implementing PFP Services in Your Firm: Developing
Step-by-Step Plans

CONFERENCE - DAY 1, MONDAY, JANUARY 19, 2009

7:00am-8:00am
7:55am-8:00am
8:00am-8:50am

Half Day Workshop Session (additional fee)
101 Part A - Implementing PFP Services in Your Firm
• Getting started, including best practices and
business structure
• Tools to consider, highlighting technology needs
in a PFP practice

1:00pm-5:15pm

102 Part B - Implementing PFP Services in Your Firm
• Business models and guidance to keep
your firm in compliance with federal and
state regulations
• Marketing techniques that work in building your business

8:50am-9:20am
9:20am-11:00am
IM
PM
WM
PP/EC/R
11:10am-12:40pm
IM
PM
WM
PP/EC/R

• Q&A with a panel of successful PFP practitioners

9:00am-10:15am
10:45am-12:00pm

Complimentary Thought Leadership Sessions*
Complimentary Thought Leadership Sessions*
V4 Creating a Successful High Net Worth Financial Planning
Practice
*Choose one of several sessions featuring timely, informative
guidance on financial planning issues. Please check website for
updated session information.

12:00pm-1:00pm

1:00pm-5:15pm

Lunch Break
Grab your lunch and learn about IMCA®’s advanced designation
created specifically for investment consultants, the Certified
Investment Management Analyst (CIMA).

Concurrent Optional Workshops
(select one) - additional fee

103 Workshop on Roth Conversions in 2010
104 IMCA-Sponsored Workshop: Essential Performance Metrics:
An Introduction to CIMA Coursework
105 Financial Planning for the Middle Market

5:15pm-6:30pm

Town Hall Meeting - All attendees are
encouraged to participate!
This year's Town Hall will provide a platform for CPA financial
planners to come together in an open forum to discuss how they
are handling the financial crisis and share ideas on how to advise
and educate clients. This will be an interactive session led by a
group of experienced CPA financial planners who will field
questions, fuel discussions and give attendees an opportunity
to learn more about current events and future implications for
personal financial planning.

6:30pm-7:30pm

Keynote Address
1 Sixty is the New Forty

SKA

Deena B. Katz, CFP®, Chairman, Evensky & Katz Wealth
Management, Coral Gables, FL and Associate Professor,
Texas Tech University, Lubbock, TX

Please note that if you cannot join us for the full day you may opt to take only
Part A (Session 101 - 9:00am-12:00pm) or only Part B (Session 102 1:00pm-5:15pm). To attend the full day, indicate Session 100 and save $50.

9:00am-12:00pm

Continental Breakfast & Vendor Display
Welcome & Introductory Remarks

12:40pm-1:10pm
1:10pm-1:40pm

Morning Refreshment Break & Vendor Display

Concurrent Sessions

(select one)

2 Retirement Redesign - Asset Allocation Strategies SKA
3 21 st Century Strategic Marketing

4 Sophisticated Planning for IRAs

SKA/BL

5 Elder Law

Concurrent Sessions

MKT
T

(select one)

6 130/30 Hedge Funds aka Extension Strategies SKA
7 Succession Planning for the Small Business Owner

8 IRAs Payable to Trusts

BM0

T

9 Long-Term Health Care - A Closer Look at an Advancing
Marketplace
SKA
Luncheon

Luncheon Presentation: PFP Section Update SKA

L1 Learn about the PFP Executive Committee and PFS Credential
Committee including: their mission, how you fit in as a CPA
financial planner and what is on the horizon.

1:50pm-3:20pm
IM
PM

Concurrent Sessions

WM

12 Tax Traps & Opportunities: What Financial
Planners Should Know

PP/EC/R

13 Social Security: How Secure?
How to Advise Your Clients SKA

3:20pm-3:50pm
3:50pm-5:20pm
IM

Afternoon Refreshment Break & Vendor Display

PM
WM

15 Best Practices Business Models

PP/EC/R
5:30pm-6:30pm

17 Financial Affairs at End of Life

(select one)

10 The Case for BRIC: A Market and Economic Update SKA
11 Putting the AICPA/Moss Adams Study Results
Into Action
BM0

Concurrent Sessions

(select one)

14 Investment Ideas You Should Be Paying
Attention To AP/SKA

BM0

16 Advanced Issues in Property & Casualty Insurance:
Insuring Unusual Assets & Risks SKA

SKA

Networking Reception for All Attendees

PFS-Sponsored Welcome Reception
Exclusive to PFS Credential Holders, Prospective
PFS Holders and Guests

PFS credential holders are encouraged to invite a peer interested in
becoming a PFS Credential holder.

CFP® and CLE credits are also available
Contact credit@aicpa.org for more information.
Note: Ethical Challenges in Personal Financial Planning (session
#29) has been pre-approved for 2 hours of CFP®ethics credit.

2009 AICPA Advanced Personal Financial Planning Conference
FIELDS OF STUDY: AP-Administrative Practice BE-Behavioral Ethics BL-Business Law BMO-Business Management & Organization
CS-Computer Science MKT-Marketing SKA-Specialized Knowledge & Application T-Tax P/HR-Personnel/HR
CONFERENCE - DAY 2, TUESDAY, JANUARY 20, 2009

7:00am-6:30pm
7:00am-8:00am
7:00am-7:50am
IM
PM
WM

PP/EC/R
8:10am-9:00am

CONFERENCE - DAY 3, WEDNESDAY, JANUARY 21,2009

7:00am-8:00am
7:00am-7:50am
IM
PM

Registration & Message Center Open

Continental Breakfast & Vendor Display

Early Riser Sessions (select one)
301 Benchmarking
SKA
302 Developing Strategic Alliances

BMO

303 Adding Life Insurance to Your PFP Practice:
What Everyone Should Know: The Good, the Bad
and the Ugly
AP/SKA
304 Life & Death Planning with IRA Assets

T

Keynote Address
18 Behavioral Finance & Investor Biases

SKA

(select one)

19 Application of After-Tax Asset Valuations T
20 Streamlining Your Practice with Technology CS

21 Estate Planning Updates - Post-Election Update in the Wake of the Uncertainty Surrounding Estate
Tax Law Revision T

PPEC/R

22 All the Questions About IRAs & Roths You Always
Wanted to Ask
T

11:10am-12:40pm
IM
PM

Concurrent Sessions

WM
PP/EC/R

25 Evaluating a Client's Life Insurance Portfolio AP/T

12:40pm-1:30pm
1:30pm-2:15pm

Lunch
Luncheon Presentation

2:25pm-4:05pm
IM
PM
WM
PP/EC/R
4:05pm-4:25pm
4:25pm-5:40pm

SKA

24 "But No One Was Hurt”: Case Studies on
Managing Civil and Regulatory Liability in
a Highly Charged Environment
BL
26 Consumption, Side Streets and the
Drawdown Intersection
AP/SKA

PP/EC/R
8:00am-9:00am

404 The CPA as Trustee - To Be or Not to Be SKA

Keynote Address
32 Economic and Market Outlook for 2009 SKA

9:10am-10:25am
IM
PM
WM
PP/EC/R

Concurrent Sessions (select one)

10:25am-11:00am
11:00am-12:15pm
IM

Morning Refreshment Break & Vendor Display
Concurrent Sessions (select one)

PM
WM

38 Secure, Reliable Technology Systems For Advisor

PP/EC/R
12:15pm

40 Designing a Retirement Portfolio AP/SKA

33 Utilizing Structured Products in Client Portfolios SKA
34 Developing & Retaining a Team for Success

BMO

35 Transfer for Value Rules & Tax Traps
T
36 Planning for the Future Former Spouse: Issues Seniors Face to
Protect Income, Assets & Estates SKA

37 Tax Smart Investing: The Benefits of a Tax Overlay and
Integration Money Manager
T

Main Conference Adjourns

12:30pm-2:30pm

501 CalCPA Post-Conference Session

L2 Update on the Profession

SKA
Concurrent Afternoon Sessions (select one)

Join your CalCPA peers for lunch and a post-conference workshop on Advising
Clients Post-Retirement.

27 Building Alternative Investments Into Portfolio Construction SKA

1:00pm-5:00pm

28 The Art of Leadership & Team Building P/HR

Special Session for PFS Credential Holders - LIMITED to the first 20 registrations

29 Ethical Challenges in Personal Financial Planning

BE

30 Transfer Strategies to other Generations:
5 Ways to Transfer Assets to Kids T

Afternoon Refreshment Break & Vendor Display

Keynote Presentation
31 Dimensions of Investing

CS

39 The Next Generation of Annuities - Debunking Old Myths and
Discovering New Truths
SKA

POST-CONFERENCE SPECIALTY SESSIONS (attendance is limited)

SKA

Eugene F. Fama, Jr., Vice President, Dimension Fund Advisors,
Santa Monica, CA

5:45pm-6:45pm

402 Delivering Quality Financial Advice to
the Untapped Market
AP

403 Business Succession Planning & Exit Strategies Understanding & Planning for Business
Ownership Change
BMO

(select one)

23 Fundamental Indexing

(select one)

Dr. David Kelly, CFA, Managing Director, Chief Market Strategist,
JPMorgan Funds, New York, NY

Morning Refreshment Break & Vendor Display

Concurrent Sessions

Early Riser Sessions

401 Balancing Active & Passive Investments In Portfolios SKA

WM

Terrance Odean, University of California-Berkley,
Haas School of Business, Berkeley, CA

9:00am-9:30am
9:30am-11:00am
IM
PM
WM

Continental Breakfast & Vendor Display

PFP-Sponsored Networking Reception

502 Public Speaking Skills and Dealing with the Media

This four-hour session focuses on basic skills that help develop ease in public speaking and
dealing with reporters and the media. Specific areas of interest include: understanding your
audience and reporters, crafting the message that you want to convey, and what to expect
in different situations.

The media relations training will help you to understand how reporters work, recognize the
benefits of establishing working relationships with the press, develop effective story angles
and sell them to reporters, and respond to reporters’ questions to your advantage. This
session serves to either introduce you to the world of presentations and the media, or
to refresh your existing skills and help you incorporate effective ways of refining your
connections with people with whom you speak.

Come mingle with your CPA financial planner peers. (PFP Section
members only.)

www.cpa2biz.com/conferences
888.777.7077

information

Registration
4 WAYS TO REGISTER FAST

FAX*: 1-800-870-6611 or 1-919-402-4795
MAIL: Complete and mail the form to:
AICPA Conference Registration, 220 Leigh Farm Rd, Durham, NC 27707-8110

ONLINE*: www.cpa2biz.com/conferences
PHONE*: 1-888-777-7077 or 1-919-402-4500

*Credit card registration only (AICPA VISA® Credit Card, American Express®, Diners Club®, Discover®, MasterCard® or VISA®

HOTEL AND GROUND TRANSPORTATION INFORMATION

RECOMMENDED CPE CREDIT
Up to 24 (main conference); up to 6 (pre-conference);
This conference was prepared in accordance with the Joint AICPA/NASBA Statement on
Standards for Continuing Professional Education (CPE) Programs effective on January 1,
2002. The recommended CPE Credits are in accordance with these standards; however, your
individual state board is the final authority on the acceptance of programs for CPE credit.

CONFERENCE FEE
Registration fees are determined by current membership status in the PFP/PFS/Tax Section
of the AICPA. Please indicate member number on the registration form to obtain the correct
discount. Fee for conference includes all sessions, conference materials, continental breakfasts,
refreshment breaks, luncheons and reception. Fee for optional workshops includes all session
materials, refreshment breaks and receptions. Registration for groups of 2 or more individuals
per organization may qualify for group discounts. Please visit www.cpa2biz.com/conferences
for more information. Groups of 10 or more individuals per organization may qualify for
additional discounts. Please email service@aicpa.org for more information and indicate
“Group Conference Sales” in the subject line of your email.

Contact the hotel directly to obtain their policy on reservations, deposits and cancellations. Rooms
will be assigned on a space-available basis only. Note, this conference is expected to sell out, so
please make hotel arrangements as soon as possible. To receive our special group rates mention
that you will be attending the AICPA Personal Financial Planning Conference.
Hilton San Diego Bayfront
Hotel Phone: (619) 564-3333
One Park Blvd.
Hotel Reservations: 1-800-HILT0NS
San Diego, CA 92101
Hotel Room Rate: $249 single/double
Hotel Reservation Cutoff Date: December 18,2008
AICPA PFP Group Reservation Web Link: http://www.hilton.com/en/hi/groups/
personal ized/SANCCHH-AlCP-20090116/index.jhtml
Ground Transportation: To and from the hotel and airport (please note: rates and times
are approximate)

Taxi Service: $15-20 each way (approximately 15 minutes)
Hotel Parking: $28 for valet and $21 for self parking, per day

Please note: There is no smoking during the conference sessions.

AIRLINE INFORMATION

Suggested attire: Business casual.
Prices, Topics, Fields of Study and Agenda are subject to change without notice.

Program Code: PFP09
CANCELLATION POLICY

CAR RENTAL

Full refunds will be issued if written cancellation requests are received by 12/31/08. Refunds,
less a $100 administrative fee, will be issued on written requests received before 1/14/09. Due
to financial obligations incurred by AICPA, no refunds will be issued on cancellation requests
after 1/14/09. For further information, call AICPA Service Center at 1 -888-777-7077.

CV#021H0015.
Airline and car rental discounts are available only when you or your travel agent book through
the 1 -800 number. We strongly advise you to confirm your conference registration and hotel
reservation prior to making your travel plans. The AICPA is not liable for any penalties incurred if
you cancel/change your airline reservations. Rates are subject to availability.

CONFERENCE PLANNER

MEMBERSHIP INFORMATION
Very important — please be sure to complete.

□ Yes □ No

Hertz Car Rental — AICPA Member Discounts: Call 1-800-654-2240 Ref. Code

form

Registration
AICPA Member?

The AICPA has a special arrangement with Maupin Travel, Inc of North Carolina to assist
you with your travel arrangements. This travel agency may be reached
at 1-800-345-5540. Please check www.cpa2biz.com for updated airline information.

_________________________________________
Membership No. (Required for discount prices)

Select one from each time period. To ensure that adequate seating is reserved for the conference sessions,
you must complete this section in advance of the conference.

PFP Section/PFS Designee/Tax Section? □ Yes □ No

MONDAY, JANUARY 19

Concurrent Sessions

NICKNAME FOR BADGE

9:20 am - 11:00 am
11:10 am - 12:40 pm
1:50 pm - 3:20 pm
3:50 pm - 5:20 pm

□
□
□
□

BUSINESS TELEPHONE

E-MAIL ADDRESS

REGISTRATION INFORMATION
Please photocopy this form for additional registrants. If the information on your label is incorrect, please complete the following:

2
6
10
14

□
□
□
□

3
7
11
15

□
□
□
□

4
8
12
16

□
□
□
□

5
9
13
17

TUESDAY, JANUARY 20

Concurrent Sessions

7:00 am - 7:50 am
9:30 am - 11:00 am
11:10 am -12:40 pm
2:25 pm - 4:05 pm

□
□
□
□

301
19
23
27

303
21
25
29

□
□
□
□

304
22
26
30

□
□
□
□

401 □ 402 □ 403
33
□ 34 □ 35
37
□ 38 □ 39
501 CA residents only

□
□
□
□

404
36
40
502 PFS only (20 max)

□
□
□
□

302
20
24
28

□
□
□
□

WEDNESDAY, JANUARY 21
LAST NAME

FIRST NAME

Ml

SUITE

PO BOX

7:00 am - 7:50 am
9:10 am - 10:25 am
11:00 am - 12:15 am
Afternoon Specialty Sessions:

FIRM NAME OR AFFILIATION

STREET ADDRESS

PAYMENT INFORMATION

STATE

CITY

CONFERENCE FEES
MAIN CONFERENCE

□ Early Bird Registration

PFP/PFS/Tax
Section Member
$850

Full payment must accompany registration form.

My check for $payable to AICPA is enclosed.

Please circle appropriate rate.

AICPA
Member
$950

Nonmember
$1,150

SAVE $75 by 12/18/08

OR Please bill my credit card for $.
□ AICPA VISA® Credit Card†
□ Discover®

□ Regular Registration
$925
$1,025
PRE-CONFERENCE WORKSHOPS — SUNDAY, JANUARY 18 (additional fee)
$450
$450
100 (Part A & B - save $50)
□
$225
$225
101 (Part A only)
□
$275
$275
102 (Part B only)
□
103 □ 104 □ 105
□
$275
$275

□ American Express®

□ MasterCard®

□ VISA®

Total $

EXP. DATE

CARD NO.

BILLING NAME

SIGNATURE

In accordance with the Americans with Disabilities Act, do you have any special needs?
□ Yes □ No

PFP09

011909

PERSONAL FINANCIAL PLANNING SECTION — November/December 2008

(If yes, you will be contacted.)

AICPA VISA® Credit Card, please

call 1-866-CPA-VISA for more

□ Diners Club®

$1,225
$450
$225
$275
$275

’If you don't presently have an

information or to apply for the card.

business or real estate). Among the reasons why foreign APTs compare favorably to
domestic ones are that statutes of limitation are often shorter in foreign jurisdictions; all
litigation costs may be imposed on the loser; attorneys don’t work for contingency fees;
and courts may favor debtors over creditors. Also, while the U.S. Constitution’s Full Faith
and Credit Clause obliges states to enforce their sister states’ judgments, foreign courts
will not necessarily enforce a U.S. judgment against a foreign APT.

Foreign APTs are often the optimum form of asset protection because the grantor
has continued access to the transferred assets (albeit within the trustee’s discretion),
without the risk that such assets might be lost to the future creditor’s claims. Although
the same result is possible with a domestic APT, the constitutional issue raised under the
Full Faith and Credit Clause leaves open the question of the trust’s ultimate effectiveness
as a shield against creditors. As noted, other techniques (for instance, the transfer of
assets to one’s spouse) raise additional issues, which Rubin discussed in detail during the
web seminar.
Be aware: APTs and other asset protection methods have potentially important tax
implications, depending upon their structure. Although these issues are beyond the scope
of this article, readers should explore them thoroughly before embarking upon any asset
protection planning. ■

Craft a Firm Culture That Supports
Employee Retention
By Allison Helms
Firms that fail to couple their client satisfaction efforts with employee satisfaction efforts
may be greeted with a valuable new employee’s two weeks’ notice. Don’t let new talent
slip away. Instead, create a firm culture that encourages new employees to stay, grow,
and thrive in your company. The task of changing firm culture can be challenging, but it’s
proving to be vital.

Young employees will be more likely to join a company if they are happy with its work
environment. And a qualified young accountant probably will not come to you begging
for a job. Employment of accountants and auditors is expected to grow by 18% between
2006 and 2016 with approximately 226,000 new job openings, as reported in a December
2007 U.S. Bureau of Labor Statistics News Release. Ernst & Young alone hired 3,300
entry-level employees in 2008, according to a BusinessWeek report.With plenty of job
opportunities for talented young accountants, a firm is faced with two challenges: hiring
the new employee and convincing him or her to stay with the firm. Actively face both
of these challenges by discerning what changes would benefit your firm culture and then
implementing them.

Where to start
Talk with employees to discover what aspects of a company are important to them,
suggests Nancy Meech, CPA, CGFM,and founding partner of Heinfeld, Meech & Co.,
P.C. (H&M). Use employee surveys or suggestion boxes to find out exactly what your
employees value in their employer. Because of its ability to listen to employees and
spond to input, H&M was ranked No. 4 on the “Best Small Companies to Work for in
America” 2007 list.

Continued on page 6

“Foreign APTs are often
the optimum form of asset

protection because the grantor

has continued access to the
transferred assets (albeit
within the trustee’s discretion),

without the risk that such
assets might be lost to the

claims of the future creditor.’’

Continued from page 5

Some aspects of a healthy firm culture
•

Career growth opportunities: Growth opportunities are especially
important to incoming talent. 80% of employees surveyed in an AICPA 2006
Private Companies Practice Section Top Talent Study said that career growth
opportunities influenced their decision to join a firm, and 92% chose this factor
as a key reason to stay with a firm. To show new employees that your firm
provides career growth opportunities, clearly communicate the steps necessary
for promotion and advancement.

You can also use a resource like the AICPA Competency Assessment Tool (CAT),
free to AICPA members, as the basis for your own competency assessment
continuum for your employees. The CAT website lists competencies relevant
to CPAs, allows users to assess their proficiency at each level, and then suggests
necessary training. For more details, visit www.cpa2biz.com and type “Competency
Assessment Tool” in the SEARCH box on the top left side of the homepage.
•

•

A family-like environment: Companies that motivate employees by creating
a family-like environment have on average 3.8% higher revenue growth, 13.3%
higher profit growth, and 19.1 % lower turnover than companies following an
individual monetary incentive strategy, according to a 2007 Cornell University
human resources study. In fact, camaraderie between coworkers can be the core
motivation for employees to stay at a company, says Meech. To create a family
like environment:

√

Sponsor company social events and outside activities so that employees can
get to know each other.

√

Hold regular company-wide meetings to share information about the
company with employees.

√

Provide employees with challenging work opportunities and the chance to
learn and grow.

Continuous recruiting: Convince new employees to stay by letting them know
they’re appreciated. “To create an ongoing sense of excitement and belonging,
firm leaders recommend treating staff as well as the recruits they are wooing to
join the practice,” according to the Top Talent Study. “It is extremely important
to recognize employees for a job well done,” says Meech. There are many
different ways to show employee appreciation. Try some of the following forms
of employee appreciation and recognition in your own firm, and see what is
successful:
√

Hold an annual compensation meeting when merit increases are given to
allow staff to comment on their increase and receive a response from their
supervisor.

√

Implement a quarterly “Firm Day” when you recognize staff in front of the
entire firm. On Firm Day at H&M, employers distribute enlarged bonus
checks, recognize the employees who have most clearly demonstrated the
company’s core values, give prizes according to length of service (1,3,5,
and 10-year marks), put on a slideshow, and reward employees who have
participated in the company’s wellness program.

√

Send a personal note on an anniversary or birthday. According to the Top
Talent Study, special signs of recognition remind staff that you’re happy
they’re a part of the team. ■

■ | Forefield Fast Facts
Free Tool to Assess Your Email
Marketing's Success!
You can send marketing materials to clients and prospects ‘till the cows come home, but
that won’t necessarily tell you what they’re interested in (the clients/prospects, not the
cows). And you may ask yourself a common question: “Does anybody read this stuff?”
There’s a simple tool that can help you assess this critical business information—Forefield
Advisor’s Email Campaign Analysis Tool. It’s available to you free on Forefield
Advisors, a member benefit that is accessible through the PFP Section’s website.

What's that again?
The Email Campaign Analysis Tool performs “email open tracking and contact level clickthrough analysis.” The concept is easier than the description makes it sound. For instance,
you log on to Forefield Advisor, choose the Topic Discussion “Will You Outlive Your
Money?”, and e-mail it to 100 clients.“Email open tracking” means that the tool identifies
how many of the email’s recipients opened the email.
If the Topic Discussion includes click-throughs—hyperlinks to web addresses that are
embedded in the primary email—the software will also track how many times each clickthrough has been clicked.“Contact level click-through analysis” drills down to individual
clients, tracking which clients opened an email and which clients clicked on a link for
more information.

Make the data work for you
With this information, you get useful feedback about which subject areas most interest
your clients. When click-through analysis is available, you can further narrow clients’
interests. Better understanding what your clients care about most will help you make
more efficient use of the energy and money you spend on marketing.
Individual recipient tracking gives you perhaps the most vital data and can help you
tailor future communication to specific clients or groups of clients. You can make your
clients and prospects happier in two ways—by providing information that truly meets
their advising needs and by not overwhelming them with marketing. The program also
tracks your overall email marketing campaign so you’ll know what you’ve sent, to which
individuals or groups you’ve sent it, and, importantly, what modes of communications
generate the most client responses, for instance, presentations versus tools versus
newsletters.

Learn more at the PFP Section's Forefield Advisor site
Forefield’s September 4,2008 Alert, which you can access by clicking on the Alerts tab
near the top of the Forefield Advisor homepage, describes the tool and shows you how
to access it within your Forefield account. The Alert also includes a short guided tour
that explains generally what the program can do.

Check this out: A detailed tutorial walks you through the email tracking tool with bothN
arration and dynamic screen shots. Click on HELP at the top of the Forefield Advisor
homepage, then click on Email Tracking Tutorial under Tutorials. ■

Forefield’s Resources Can
HelpYou Help Your Clients
During these volatile times, look to
Forefield Advisor for meaningful,
ready-to-go content to keep your
clients informed. Forefield is publishing
regular Alerts on your clients’ top
investment and economic concerns.
Jump to Forefield Adviser from the PFP
Section’s homepage and click on Alerts.
Better yet, sign up to be emailed Alerts
as soon as they are posted online.

Save the Dates!
Web Seminars
December 10, 1:00-2:30 ET
Advanced Investment Strategies with
John Nersesian
December 11, 1:00-2:30 ET
CPAs’ Role in an Aging Society:
Long Term Care Insurance—What
CPAs Need to Know with David
Hillelson

To keep up with the latest schedule
of seminars or view archived
seminars you were unable to attend,
visit http://pfp.aicpa.org and click on
the purple “Web Seminars” button
on the home page.

Town Hall Meeting on the
Financial Crisis
January 18, 2009
AICPA 2009 Advanced PFP
Conference in San Diego
The Town Hall Meeting is a
highlight of every PFP Conference,
but it is particularly important
this year. Join Dick Fohn and
Robert Jazwinski as PFP CPAs
come together in an open forum
to discuss how they are handling
these tumultuous times and to share
ideas on how to advise and educate
clients. The Town Hall Meeting will
run from 5:15-6:30 PT.

For details on how to register for the
conference at the Hilton San Diego
Bayfront, visit http://pfp.aicpa.org
and click on the purple “2009 PFP
Conference” button on the home
page.
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